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Recently I conducted a Poll using Linked In.  With 90 responses the results are below.  One of the free services we offer is to run a similar pole for your sales team.
Here is the Poll question.
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The first view of the data is the total of all participants.  As you can see, 53 % of the people responded with “I occasionally get good coaching” or higher.  This data would make it appear that we don’t have a big problem.  Until you realize that 47% answered  that they seldom get feedback, or lower.
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Let’s look at it another way.

If you sort the data by job title you’ll see that that the more senior you are, the better you feel about the coaching.  That’s great!  That says that these people, for the most part, have learned the value of coaching and do whatever they need to do to get this feedback.

On the other hand, if you are not the Owner, or a “C” level executive or VP, you may not be as fortunate.  42% of managers feel that they seldom get feedback/coaching and “all others” which is mostly individual contributors are feeling even worse about the feedback/coaching they get.  57% of these people seldom get coaching, only get negative feedback, or think their manager does not know how to coach.
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There is a difference in this skill based on the size of the company.  For the most part the larger the organization, the more people feel good about the coaching they get.  Where are you in this sort of the data?  Do you think it is representative of your organization?
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Now let’s look at what we really care about.  How do people feel about the quality of coaching and feedback they get by function?  

As you can see, the function that has the highest percentage of  people who say that their manager “Does not know how to coach” and “I seldom get feedback” are the consultants.  However, they are only 14% of this audience.  51% of these people are in Sales.  63% of all sales people believe that they seldom get feedback, are only told when they do something wrong, or believe their manager does NOT know how to coach effectively!

This is a serious problem if we expect our sales team to continue to develop and win more deals. How many deals have been lost because the sales representative is poorly
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The last two graphs are just as an interesting point and may, or may not be applicable to your organization.  What they tell us is something you need to be aware of for each manager.  

1) Women are even more dissatisfied with the lack of coaching they get then men.

2) The younger (25-34) they are, the more dissatisfied they are with the coaching they get.  These people probably need it more then anyone in our organization, and 71% are not getting coached to be a better performer.  In the age group of 35-54, which is where most of our first line managers exist,  49% of these people seldom get effective coaching or worse.  How can we develop a high performance sales team if our first line managers don’t get effective coaching?
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